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Plating as one of the basis of the manufacturing process, widely used in various 
industries, is unable to replace the service industry. Electroplating has gradually merged 
into the multiple industry production process, and has the very big development space. As 
a medium-sized enterprise, whether JC company in company's channel optimizing in 
market competition with the theories of marketing channel knowledge is very important, 
channel optimization is the key to guarantee market competitive advantage, guarantee the 
JC company in the domestic electroplating industry transformation and upgrading in an 
impregnable position in the list. 
This article through analyzing JC company electroplating nickel salt materials 
business sales channels, the present situation and existing problems, fully discusses the 
use of channel strategy, service marketing and the basic theory of market segmentation 
and positioning of JC company electroplating nickel salt business marketing channel 
bottleneck breakthrough research necessity. For JC company's plating material industry of 
the particularity of the chemical industry, environmental protection and the main product 
of nickel sulfate, nickel chloride metal characteristics, and the channels of JC, the existing 
single concentrated coverage, no new forces, and channel conflict serious problem, 
analyzed the causes and solution, on the basis of these,designed JC company 
electroplating nickel salt channel strategy of the business, including target market, 
channel management, technical services, the price competition strategy. This paper used 
innovative marketing channel management theory and technology service marketing 
theory to build " optimum plating platform” this new service channel platform, and then 
solve the electroplating nickel salt material production enterprise channel optimization 
innovation problem. 
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第一章  绪论 
1 













































一、案例研究    
本文在理论文献探讨的基础上结合 JC 公司渠道优化管理的具体案例进行
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